networks to get information that was useful to them. In this way, they were able to move ahead more rapidly than were women who didn't have access to such very important information. The information that was helpful to men was related to business, and to their personal lives as well. Men helped other men learn about what clubs to join, who to lunch or play tennis with, and who to know in the business. Women entering the world of business didn't have these contacts to help them advance.
Women soon began to establish networks of their own. In a book titled Women's Networks, author Carol Kleiman cites over 1400 women's networks that exist today in every area from politics to religion to sports.' Women in all walks of life are now taking advantage of the benefits of networking with each other.
In the past several years, nurses have explored the phenomenon of networking, too, and tried to determine if what other women had learned about the benefits of networking could apply to nurses as well.' The answer is a resounding YES.
Yes, networking can help younetworking can help you get advice, information, feedback, referrals, improve your self-esteem, and establish a sense of "collegiality" with other nurses. Sound fantastic? It is! Advocates of networking are enthusiastic about its benefits for nurses. But, some nurses are cautious about embracing what may be yet another "fad"; what if networking doesn't tu rn out to be really beneficial for us?
In order to decide whether networking will (or can) be of any benefit to nurses, they must know something about networking. Networking is easy; most of us already are doing it every day. We just haven't called what we do by its proper name.
EXISTING NETWORKS
What's involved in networking is establishing and using contacts to help you move toward where you want to be in your career. Most of us already have established a network of personal and professional contacts. These contacts are any of the various people you currently know; they can be members of your family, relatives, neighbors, colleagues, teachers, schoolmates, fellow church members; the list is endless.
Oftentimes, we take for granted those people to whom we turn for assistance with our professional and personal situations. What we haven't done is to identify those people as contacts in our existing networks.
Our existing networks are comprised of those people with whom we are involved in some way in our personal or professional lives. In order to identify those people in your existing networks, you first must ask yourself these questions: These all are professional goals. They are attainable, either on a shortor long-range basis. Next, you may want to rank your professional goals in order of priority, so that you know where to devote your time and_energy.
Let's say your first priority is to become certified as an occupational health nurse. In order to use your networks to help you achieve that goal, you may want to expand your network of contacts to include some individuals who already have been certified who can help you through the process of certification. You also may want to have as members of your expanded network nurses who currently are applying for certification; you can study together, and generally support each other.
If your first priority is to have an article published in a nursing journal, you probably will want to talk with some nurses who already have published articles. You may choose to attend a continuing education course on writing for publication, and make contact with the teacher, who may be of assistance to you. You also may want to make contact with an editor of a nursing journal who can give you some guidance or encouragement about publishing an article in the journal of your choice.
Thus, you expand you existing networks based on your individual needs. Contacts are useful in helping you advance your career, whether you use them immediately or sometime in the future. You need to have these contacts in your network well in advance of when you need them. You don't know when you might need advice, information or a referral, but, when you do, you'll usually need it right away.
Underlying the making and using of contacts to help you advance your career is the basic assumption that you are capable of advancing in occupational health or any other area of nursing practice. Networking won't help anyone who doesn't have the necessary competence and abilities to get ahead. While your contacts may help you by making opportunities available to you that you otherwise might not have had, no one can do it for you.
WHERE TO NETWORK
Nurses can network anywhere. Personal networking happens in any of the groups to which nurses belong, whether on a formal or informal basis. Professional networking occurs through the nurse's participation in a local, state or national nurses' association, such as the American Association of Occupational Health Nurses, Inc. or the American Nurses' Association. Networking for professional purposes can happen at work, at conferences, continuing education meetings, or any other places at which nurses gather. Professional networking can occur at any time the nurse is in the company of those individuals who are actual or potential contacts. The choice of networks in which to become involved and the extent of involvement is enti rely up to the nurse.
When you begin your networking efforts, you'll want to take advantage of all opportunities to network. Women network over breakfast,lunch and dinner, as well at other social events. Some of the most effective networking contacts have been made at parties and other social engagements. Be certain you're prepared to meet people wherever you are.
HOW TO NETWORK
Effective networking requires that we be assertive in approaching people and adding them to our roster of contacts. This is perhaps not easy at Occupational Health Nursing, June 1983 NETWORKING first, but will become easier with practice.
Don't be afraid to approach people. A good place to practice is at meetings you attend, whether those are continuing education offerings or a meeting of the nurses' association. Let's say you're attending a meeting at which there are guest speakers. After the presentation, introduce yourself to the speaker, particularly if you like his/her presentation. Tell the speaker what you liked about the presentation, or what content you found particularly helpful. Speakers always like to hear that others liked their presentations, and you've made a new contact! At these meetings, in addition to meeting the speakers, try to meet as many other participants as possible.
Have a business card handy to give the persons you meet. Your business card should include such information as your name, title, place of business, address, and telephone number. Be certain you include the zip code with your address and the area code with your telephone number so that you are easy to reach. The business card should be professionally printed; many photocopy shops will print business cards inexpensively. Select a good quality paper; white or off white is best. The ink color should complement the color of paper you have chosen; black or dark blue are always in good taste. Avoid trendy or flashy colors. You want to make an impression, but not just based on your business card! A business card will ensure that your name will be remembered. Most people keep business cards they have received, so that should they want to contact you in the future, they will be able to with ease.
When you give someone a busi ness card, make sure you get that individual's card in exchange. If you've promised to send the person some information after your meeting, be sure to note on the back of the business card what you are to do in terms of follow-up. You also may want to note on busi ness cards where you met the person, and other significant details of your conversation.
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NETWORKI NG BENEFITS
The benefits of networking are: information, feedback, and referrals. Receiving and giving information is one of the major benefits of networking. Information is quite useful to anyone seeking to get ahead in a field of practice. When you have access to the right information, you can learn about job opportunities, changes in the industry that you need to be prepared for, upcoming professional events and lots more. Some of the information you get from members of your networks will be just "gossip" or "rumors," but you must have the information before you can sort out what it's worth to you, or to others.
Along with receiving the information, you must decide what to do with it. You may want to keep it to you rself; for example, if you learn about an imminent layoff of employees, it might do more harm than good to start telling everyone what you know. You may want to share the information selectively with others who wou Id benefit by receiving the information, or you may feel you can share the information with others, without being careful about who you tell. Only you can decide who is appropriate to tell what to; just be careful that you don't tell everything to everybody! Feed back also is a benefit of networking. You can tryout new ideas, approaches to situations, even your new behaviors on members of your network. They should give you feedback on your efforts, whether positive or negative. In this way, you can determine whether what you are trying will be effective, and doing it in a supportive, caring environment, among your friends in your network.
Referrals are very significant in networking. Members of your network may refer you to others, thus providing you with opportunities to demonstrate your skills and abilities in professional situations, such as giving a speech, teaching in a continuing education offering, attending an invitational conference or being approached about taking another position, either a promotion where you are currently employed or in a new employment setting. In turn, when you think it's appropriate, you'll refer others in your network for similar opportunities.
The benefits of networki ng are reciprocal. In return for information or assistance from others, we help others by serving as a contact for them. We can provide support to our colleagues who need it, give constructive feedback on their ideas and provide referrals when we're asked or when we think a person in our network would be the person to take advantage of a professional opportunity about which we've learned.
When you've been referred, be certain you have the ability to do what's required. You don't want to accept a responsibility that you aren't able to meet. When you are referring someone else, you'll be wise not to recommend someone else unless you're certain he/she can do the job. The efficient networker is careful with recommendations so that any poor performance of the recommended individual doesn't reflect badly on him/her. Of course, you don't want something you do poorly to reflect on the person who recommended you either. Caution is necessary whether you're the one receiving ... or givi ng a referral.
ORGANIZING YOUR NETWORKING
In order to network with any degree of skill and effectiveness, you have to be organized. It is important to keep track of contacts. You have to know who is a contact for what purpose. One method of keeping track is to use a filing system for contacts' business cards. You can file business cards in alphabetical order by name, or devise a system which will allow you to file cards according to where you met the individuals, or based on their area of expertise. You also could use a looseleaf notebook in which networking information is written by hand.
Another useful organizing "tool" is a pocket calendar in which to record networking appointments as well as addresses and telephone numbers of contacts. A calendar or appointment book that also has a note pad is a bonus for note-taking and reminders of important networking follow-up.
RULES FOR NETWORKING
As with almost everything else we do, there are "rules" for networkingways to insure that your networking efforts will be successful. Among these rules of networking is that we maintain relationships with our contacts on an ongoing basis, not just when they're needed. It's not good practice (nor is it fair) to get in touch with people only when you need them. You may provoke them into thinking (or even saying), "Oh, no! NOW what does she want?" Your keeping in touch doesn't need to be formal. You simply can drop a note or make a telephone call now and then.
Be sure you keep in touch with those who have referred you for a professional opportunity. Let them know how things went for you. This kind of keeping in touch is called "reporting back." Your report back can consist of a brief "thank-you" note. In that way, you'll be keeping in touch, letting those who referred you know they can be proud of their part in your progress. Reporting back also helps remind them of you, so they can refer to you even more opportunities Contacts aren't ever asked fo r something (feedback, information, referrals) that they're unable to give, for whatever reason. Doing so is awkward for the person you're asking ,if the answer has to be "no." Try to address your requests to those persons who are most likely to be able to fill them. In that way, they can feel good about saying "yes," and you can feel good about getting what you want or need.
Useful information we obtain should be shared with those contacts who would most benefit by what we know. Don't keep to yourself some information which is crucial to someone else. Of course, you have to exercise your professional (or personal) discretion about what to tell.
Be certain that your releasing the information won't cause any harm to anyone before you feel free to share it with others. It's probably better not to tell and suffer the consequences of not being a good networker than to tell and hurt someone needlessly.
Honesty is the watchword in all of our dealings with contacts. You have to be honest about you r skills and abilities when you accept a referral. If you can't do the job, say so, and recommend someone else. You also have to be honest when referring others. If you have to communicate negative information, do so with as much tact and diplomacy as possible. Relate only the facts and only to the extent that the other person "needs to know." Remember, when you criticize someone or something else, the criticism often says more about you than about what (or who) you're criticizing.
Above all, the capable networker is careful not to burn bridges. Past contacts may be most useful in future situations. Keep in touch with your former bosses and co-workers, as well as schoolmates.
STARTING NEW NETWORKS
If a needed network doesn't exist, nurses can start their own. If you and your colleagues have a common problem or goal, a network may help you solve the problem or reach the goal. The steps for starting a network are simple. First, you have to identify for what purpose the network is needed. Next, you have to decide who will be members of the network. Then, you get those individuals together and start networking. Share with each other the problems you've identified or the goals you want to attain. Ask for advice, feedback, counsel, and information. Most people will be willing to help, particularly if they have similar problems or goals. You can brainstorm with each other, trying out various approaches between meetings, then coming together again to share successes or failures. As your network grows and expands to include others, you'll find that you grow as an individual and as a professional as well.
SUMMARY
Networking isn't for every nurse. Some occupational health nurses will get along just fine without ever networking. Some occupational health nurses, however, want a bit moreperhaps some help solving problems, or a boost along in their career. Maybe they just want to know that there are occupational health nurses and others to whom they can turn for assistance in meeting their professional goals. For these occupational health nurses, who want to get ahead in the profession and who also want the satisfaction of having helped other nurses along the way, networking I S for you!
